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Mike: This is Mike Tennant. I'm conducting an interview with 
Paul Bailey, head pro at Guyan Golf and Country Club. Okay, 
Paul, I'd really like to thank you for allowing me to interview 
you. I appreciate it. 
Paul: Okay. You're certainly welcome. 
Mike: Just ... what is your position at Guyan Golf and Country 
Club? 
Paul: Okay. 
myself more a 
more involved 
more or less. 
My actual title is golf director but uh, I consider 
golf professional than a golf director because I'm 
with the operation than what a golf director is, 
Mike: Mm-hmm. How long have you been here at Guyan Valley Golf 
& Country Club? 
Paul: I've been at Guyan since 1975. I finished school at 
Marshall and uh, I started to work here as an assistant and uh, I 
worked for Arnold Browning for two years and then uh, I took over 
as the head professional in 1977. 
Mike: Have you found that your college golf career and your uh, 
two years internship really helped you a lot? 
Paul: Mmmh, I think it helped quite a bit. Uh, as far as 
getting to know a little more in depth about the golf business 
before I actually stepped into, so I think it was a ... it was a 
good plus for me to have. 
Mike: How was Guyan originally formed? 
Paul: In uh, I think 1922 there was a group of people that had a 
golf course uh, in the Westmoreland area of Huntington. And uh, 
it had grown more or less in membership stature and they were 
wanting, looking for a new location to build a golf course, so 
they chose here in east Huntington, and the sight that was known 
as the Ensign Farm. And uh, they got their money together and 
uh, built the present golf course that we have now. It hasn't 
changed in any variations to speak of. It started out pretty 
much as 9 holes and then they increased it to 18, but there's not 
been any really major changes except uh, you know, one hold for 
the last couple of years. 
Mike: What does Guyan offer for it's members? 
Paul: Okay, we have uh, four tennis courts, we have a swimming 
pool, olympic size swimming pool uh, nice clubhouse facilities. 
The clubhouse has just recently renovated, cost 2.3 million 
dollars, so it's uh, it was a pretty extensive renovation job. 
And I think UH, right now that we've probably got one of the best 
facilities in the eastern part of the United States. 
Mike: Mmm-hmm, I'll have to agree. Uh, is Guyan, is it just 
closed to members or .... 
Paul: Right, Guyan's a private club and it's closed to members 
only. Uh, there's uh, we do allow guests to play but they must 
be a guest of the member and the guest must play with them when 
they play here. 
Mike: About how many employees does Guyan have? 
Paul: I would think, including the grounds grew and the kitchen 
staff and everyone, Guyan has a hundred employees. 
Mike: What services do you offer? 
Paul: As head pro, our golf operation offers golf lessons, we 
offer a club repair, club storage, cleaning, we offer merchandise 
for sale and apparel, shoes, clothes, soft goods, golf balls, any 
golf equipment is available on the market. 
Mike: Have you seen any change in these products over the years? 
Paul: Well, I've seen the prices have increased dramatically and 
I think in some cases that the quality has not been what it 
sho ... what it was at one time. I think that most of the 
companies that are doing well now is the companies that are 
stressing more quality control and building better products. I 
think in order to sell the products, they're gonna have to ... you 
know, in order to justify that price, they're gonna have to make 
good quality equipment. Also, one other thing I feel probably 
that the quality of the equipment has gotten better through 
advanced research and uh, a little more knowledge about the golf 
products. I think that uh, they're doing some innovative things 
with clubs now and I think they're definitely a lot more 
forgiving probably than what they were in the past. They make 
golf clubs now to where you can pretty much get anyone to hit a 
golf ball. Uh ... with some resectabilities, they can go out and 
enjoy themselves for a round of golf. 
Mike: Mmmh. Is uh ... do you have a wide range of customers? 
Paul: Right. Uh, as far as the customers you know, ranging from 
a junior to a uh, an 'eighty year old, so you got a wide spectrum 
that you're covering. And uh, you'll have a lot of various 
products. I think it's something that you have to stay on top of 
pretty well in order to get an idea of what's selling and what's 
not. So that uh, you don't get your inventory overloaded or 
whatever, in certain areas. Uh ... computerization of some golf 
shops is ... is coming along, especially for inventory control, and 
buying, so we can keep up a little better. Because the golf 
business is so hectic at times and you don't have the help but 
you can really get lost in the shuffle for awhile, if you aren't 
careful. 
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Mike: Do you think Guyan will go in that direction, or has it 
already? 
Paul: Oh, we're computerized upstairs but we haven't put the 
golf shop on a computer inventory yet. It's a possibility. We 
uh, we usually turn our inventory pretty quick so that uh, we've 
got things scheduled to come in on a staggered basis, so that we 
don't end up with a lot of money kind of in products that are 
just sitting there, not doing us a lot of good, so, we try to uh, 
do that. And I don't ... I don't think right now at the time that 
we really have a need for a perpetual inventory system. Uh, 
maybe one of these days down the road. It would definitely make 
my job a little easier once we got it set up. So, that's a 
possibility. 
Mike: Mmmh. Uh ••• has your business grown, the sales over the 
years? 
Paul: Right. Whenever uh, in '77 when we started out, since 
then our sales have uh, a little more than doubled. And we 
started out with about 70,000 dollars, 75,000 dollars the first 
year and we're making better than a 150,000 now a year, so we've 
increased quite a bit. 
Mike: Do you sell to the public, as well as members? 
Paul: Yes, we sell uh, we take cash, there's no master charge or 
anything, except we take cash or a check and uh, we do sell to 
the public. A lot of people feel they can or don't know that 
they can, but we don't advertise it. Uh, but we do sell to the 
outside, when they come. 
Mike: And the same with your lessons? 
Paul: Right. We take uh, outside business for golf lessons, 
also. 
Mike: How does Guyan determine profit? 
Paul: Whenever ... whenever we got to determine our profit, we'll 
take a uh, we'll take an inventory at the end of the month to uh, 
check our ending inventory against our purchases. And the 
beginning inventory .... we take the figure against our sales and 
that will give us our profit. We run at about a oh, right about 
a 27-30% margin of profit. That's maybe a difference between the 
cost of our goods and what we sold them for. So, that's a little 
bit ahead of what the national averages are about, 22%, and we're 
about 27-32, it depends on the time of the year so, for an 
average it's about 27%, right in there; we're projecting that 
figure this year, I think. 
Mike: Is your operation open year 'round? 
Paul: Right, we're open 12 months a year, and uh, mainly during 
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the winter months we offer a lot of club repair and some uh, 
seminars and clinics during the winter months but uh, we just 
kind of get things ready •.. we do a good deal of Christmas. Our 
slowest months are January and February. Mainly because of the 
weather and a lot of people going south for winter vacations. 
And uh, but uh, usually October, November and December are pretty 
good months. And uh, January and February are slow, and it 
starts to pick back up normally again in March. 
Mike: That's good. Well, Paul, I'd like to thank you once 
again for doing this. 
Paul: Okay. You're welcome. 
END OF INTERVIEW 
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